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YOUR DIY MARKETING ROADMAP STAGE 01

STAGE 1

Build the Foundation
Your goal: Make your business look credible, become easier to find, and
clearly explain why customers should choose you.

01 Look Professional
Create a consistent and credible presence wherever customers encounter your business. They should
quickly recognize that you are active, trustworthy, and ready to help.

02 Get Found
Make your business discoverable wherever potential customers look for information,
recommendations, products, or services. Search now happens across search engines, maps,
directories, social platforms, and AI-powered tools. AI visibility is often influenced by information
across your website, profiles, listings, and reviews.

03 Communicate Value
Make it easy for customers to understand why they should choose you. For familiar services, this may
mean emphasizing trust, experience, convenience, or specialization. Less familiar offers may also
need a clearer explanation of what they provide.

HOW TO USE THIS STAGE

Not every item needs the same attention. Identify the gaps that affect your business,
strengthen those first, and leave what is already working in place.

A clear, professional website Consistent business information

A recognizable visual identity Accurate contact details

Search engines: Google and Bing Maps and local profiles: Google, Bing, and Apple

Directories: Relevant local and industry listings Social discovery: Searchable, updated profiles

Website visibility: Clear service and location pages AI discovery: ChatGPT Search, Perplexity, and
Gemini

The information customers need Customer focused website copy

Meaningful reasons to choose you Simple calls to action



YOUR DIY MARKETING ROADMAP STAGE 02

STAGE 2

Build Consistency
Your goal: Build trust over time and create a reliable process for managing
customer conversations.

01 Build Trust
Customers look for evidence that your business is active, credible, and dependable. Trust grows when
the information they find is current, consistent, and supported by real customer experiences.

02 Stay Connected
Give customers easy ways to reach you, then make sure every conversation receives attention.
Website forms, live chat, Facebook, Instagram, email, and phone inquiries should follow one simple
process.

Every week Every month

WHAT CONSISTENCY MEANS

Choose a manageable rhythm and maintain it. A smaller system you can sustain is
more valuable than an ambitious plan you rarely follow.

Request and respond to reviews Keep business profiles updated

Share useful, relevant content Show proof of your work or expertise

Use consistent branding and messaging Respond professionally in public channels

Choose the contact channels you can manage Bring inquiries into one organized place

Set clear response expectations Record customer information

Assign the next follow-up action Review unanswered conversations

Respond to reviews and messages

Publish or update useful content

Check unanswered inquiries

Review profiles and contact details

Look for recurring customer questions

Adjust what you can maintain consistently



YOUR DIY MARKETING ROADMAP STAGE 03

STAGE 3

Create Predictable Demand
Your goal: Reach more of the right people and create a clear path from initial
interest to a real business opportunity.

01 Create Demand
Choose one or two channels that match how your customers discover and evaluate businesses. Start
with a clear message, a realistic budget, and a schedule you can maintain.

02 Convert Attention
Getting noticed is only useful when interested customers know what to do next. Remove unnecessary
steps and make it simple to call, book, request information, visit, or make a purchase.

Start with focus Check the path

WHAT PREDICTABLE DEMAND MEANS

You have a repeatable way to reach potential customers and turn some of that
attention into qualified conversations.

Search engine optimization Google Ads

Social media content Meta Ads

Email marketing Partnerships and referrals

Educational content Local outreach

Focused landing pages Clear calls to action

Simple website forms Visible phone and booking options

Helpful follow-up messages A straightforward customer journey

Select one primary audience

Choose one clear offer or message

Begin with one or two channels

Confirm every link and form works

Test the experience on mobile

Follow up with every new inquiry



YOUR DIY MARKETING ROADMAP STAGE 04

STAGE 4

Optimize and Scale
Your goal: Turn more inquiries into customers, understand what produces
results, and invest more confidently in what works.

01 Turn Leads Into Growth
A new inquiry is not yet a customer. Create a reliable follow-up process so valuable opportunities do
not get forgotten, delayed, or lost between conversations.

02 See What’s Working
Track the activity that helps you make better business decisions. The goal is not to collect every
possible number. Focus on the few signals that show where opportunities come from and what
happens next.

Review the journey Improve deliberately

WHAT SCALING MEANS

Scaling is not simply doing more. It is improving a process that already works, then
investing more time or budget with evidence behind the decision.

Record every new lead Respond as quickly as possible

Assign the next action Follow up consistently

Track leads that become customers Reconnect with past contacts

Website visitors Contact requests and phone clicks

Customer conversations New contacts and qualified leads

Reviews, ratings, and social activity Lead sources and new customers

Where did the lead come from?

How quickly did you respond?

Did the lead become a customer?

Keep what produces useful results

Fix clear points of friction

Increase investment gradually



YOUR DIY MARKETING ROADMAP THE DIY DECIS ION

BEFORE YOU TAKE IT  ON

Managing your marketing does not
mean doing everything yourself.
Effective marketing requires different skills, consistent execution, and coordination across
multiple areas. One person may be responsible for keeping the plan moving, but expecting that
person to learn, manage, and execute everything can quickly create delays, gaps, and burnout.

Be prepared to delegate responsibilities across your internal team and bring in outside
specialists when the skills or capacity are not available in-house.

01 Does your business have the time and support marketing requires?
Marketing needs regular attention, even when the business gets busy. This includes updating information,
responding to customers, reviewing results, and deciding what to improve next.

02 Does every task have a responsible person?
When everyone is responsible, important work is often left unfinished. Decide who manages each priority,
approves changes, and follows up when something is delayed.

03 Are you prepared to keep adapting?
Platforms, customer behavior, technology, and best practices continue to change. You need a reliable way to
identify the changes that could affect your business.

04 Can the system continue without motivation?
A simple routine that continues every month is more valuable than an ambitious plan that stops after a few
weeks.

DIY marketing does not stall because owners are incapable. It usually stalls
because marketing is competing with everything else required to run the business.

How many hours can you realistically dedicate each week? What happens during your busiest periods?

Who owns the marketing plan? Who responds to customer inquiries?

Who keeps profiles, content, and campaigns updated?

Where will you get trustworthy information? How will you decide which changes matter?

What are you willing to learn, test, or delegate?

Is your current plan realistic? Can you maintain it for the next six months?

What should you remove or simplify?



YOUR DIY MARKETING ROADMAP YOUR NEXT STEP

TURN THE ROADMAP INTO ACTION

You do not need to do everything.
You need to know what matters next.
The strongest marketing plan is not the one with the most channels, tools, or
activity. It is the one that matches your current goals and gives the right
priorities consistent attention.

01 Where does your business need attention now?
Review the four stages and choose the first one where an important part is missing, inconsistent, or unclear.

□ Build the Foundation □ Build Consistency

□ Create Predictable Demand □ Optimize and Scale

Choose one important gap from that stage. Give it a responsible owner and a clear
next action.

You can build the plan internally or bring in support where your team needs additional skills or
capacity.

The goal is not to do more marketing.
The goal is to do the right things in the right order.

IF YOU WOULD RATHER NOT FIGURE IT OUT ALONE

Not sure what your business should prioritize?
We can help you identify the right priority, build a practical plan, and decide what
to manage internally or delegate.

Book a Free Strategy Call

https://calendly.com/sfortis-scaledigitalservices/30min

